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When 2020 began, no one could have predicted that a 
pandemic would completely change life as we know it. 
Virtually every aspect of daily life was affected and we all had 
to learn how to adapt to very different times. I recently had the 
opportunity to spend a little time with DBS Principal - President 
& CEO George “Chip” Van Dusen IV to find out what he learned 
from last year and what guides his decision making during 
challenging times. What follows is our conversation, where 
he shares his reflections on how DBS was able to successfully 
navigate through such a difficult year. He also discusses his 
predictions for 2021 and how financial professionals can 
prepare for the upcoming year.

If you could choose one word to describe 2020 
what would it be? 

A few come to mind, but the first one that stuck the best 
was unprecedented: unprecedented in a thousand different 
ways, whether it’s business here at DBS, everyone’s home 
lives, some of the civil unrest that we experienced as a coun-
try, the market interest rate environment and obviously the 
pandemic. Never in a million years did I think we would see 
a year like we did last year! Unprecedented.

What were the lessons learned from this unprece-
dented year? 

One thing that I didn’t necessarily learn in 2020 but got a 
good dose of practicing was patience. Because of the tumul-
tuous year we experienced, I was really able to hone those 
skills.

Another big lesson is that when faced with challenge, 
there’s always opportunity underlying. It’s the responsibili-
ty of a leader to seek out and identify the opportunity and 
then create a path for the team to execute on it. At DBS, 
our Executive Leadership Team was presented with some 
challenges, so we identified the opportunity, which was that 
we still needed to take necessary and appropriate risk from 

an investment perspective. We created a path, then enabled 
and empowered our team members to execute. Because 
of this, we were able to make some significant headway on 
a number of initiatives that are going to position our firm 
extremely well for the future.

What factors help guide your decision making? 
What is your approach for the company?

Our strategy is not to sit and wait, or be scared, or stop, 
but to actually move forward even more when faced with a 
difficult decision. That’s why as a firm we made a great deal 
of investment in 2020. We invested in personnel, technol-
ogy, and new distribution opportunities, all positioning our 
firm well for the future. These moves don’t necessarily bear 
any immediate fruit, but we recognized a perfect time in 

which we could thoughtfully and thoroughly execute on that 
strategy. In 2020, we laid no people off but in fact, expanded 
and hired more. 

What is your strategy for maintaining operational 
resilience?

Much of our previous investment into the firm led to our 
preparedness for 2020. Because we had invested so strongly 
in technology, we had a seamless transition for our employ-
ees to move home and work remotely. We had also created 
a full suite of online capabilities, which enabled our advisors 

“A big lesson is that when 
faced with challenge, 

there’s always opportunity 
underlying. 
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to conduct their business electronically. That continues to-
day as we refine and enhance our offerings with all our car-
riers. As more people became concerned about their need 
for insurance during the pandemic, there was an increased 
need to complete the process online. Many of our carriers 
are positioning themselves ultra competitively in that space, 
so continue to watch for information from us on what we 
can offer for term insurance products, and even some per-
manent products from a completely electronic capability.

How does past success make DBS better prepared 
for the uncertainty that comes its way? 

I don’t know that I would really categorize them as success-
es, because that sounds really boastful. I would categorize it 
as challenges that we were faced with where we identified 
opportunities and were able to implement a plan to exe-
cute on that opportunity. My partner and I (my sister Tori 
Van Dusen-Roos, our Chief Operations Officer and 50/50 
partner) witnessed some of the challenges that our father 
faced as we were working alongside him in the business. His 
ability to identify opportunity is very similar to what Tori and 
I do today. We are constantly asking ourselves: What is the 
opportunity? How do we create a path? How do we empow-
er those that need to execute and give them the tools or 
technology?

We have gone through financial crisis, other downturns in 
the marketplace, and numerous changes in industry rules 
and regulations. Even as recently as 2019, with principles 
based reserving and the CSO table changes, we were able 
to adapt to a significant change in products and pricing and 
create opportunity. The pandemic certainly was a new one 
for all of us in addition to some of the very challenging civil 
unrest that occurred for a variety of reasons, but in the end 
it was all about identifying the opportunity.

How does your work within the industry help you 
guide your own business?

There’s no question that industry involvement and engage-
ment is crucial to the success of our organization. Both my 
sister and I, along with other executives and leaders in the 
company, have some level of industry engagement. Tori cur-
rently serves on the board of arguably the number one IMO 
in the country, LIBRA Insurance Partners. She is also on the 
NAILBA Board, the Association representing the brokerage 
end of the business. Other team members are involved on 
carrier advisory boards, operational committees, marketing 
committees, and sales distribution committees. Personally, 
I’m privileged to serve on the Board of Finseca, the new-
ly created organization that was the culmination of AALU 
and GAMA International coming together and creating a 

new entity. I’m delighted to serve as its Government Affairs 
Committee Chair, which keeps me completely plugged in 
to what’s going on in the industry and in Washington. As a 
whole, our organization being so involved gives us an advan-
tage and allows us to disseminate much needed information 
to our advisor base and distribution partners. It is a critical 
component of our firm and will continue to be a theme that 
you can expect from us. 

What is the outlook for the year? How much “hang-
over” from the pandemic do you expect? 

I don’t think we’re quite out of the woods yet. I believe 
we’re going to experience a couple quarters of sluggishness 
with respect to the economy. As the vaccination continues 
to roll out, we’re still going to experience a lot of pain and 
confusion as a country, and there will likely be four or five 
steps forward and three steps back. We’ve experienced that 
a lot over the last six months, and I think we’re going to 
experience that some more. 

We’ll see some more economic stimulus from the govern-
ment, particularly with a Biden-Harris White House along 
with Democratic leadership in the House and Senate. We’ll 
see a review of some new tax policy and potential changes 
in estate taxes, capital gains, and step up in basis. There are 
things that we’ve enjoyed for a number of years that I think 
will change as result of a new administration and a House 
and Senate that are in alignment with the White House, 
which we haven’t seen since President Trump’s first two 
years in office. All of this again will bring opportunity.

How can financial professionals prepare for 2021? 

Everyone still needs to continue to hone their skills around 
how to connect and be most effective in a virtual manner. 
There’s more that we can learn about how to better execute 
in a virtual environment, and in fact, I don’t think we’re ever 
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George “Chip” Van Dusen IV 
is the President and CEO of 
Diversified Brokerage Services. 
Chip is a current board member 
of Finseca, where he serves as 
Chair of the Government Affairs 
Committee. He recently served as 
Chair of the National Association 

of Independent Life Brokerage Agencies (NAILBA), and is 
heavily involved in a number of other ways throughout the 
life insurance industry. This gives him a unique perspective 
on carrier and industry happenings and how they can 
affect financial professionals and their business.

going to completely go back to where we were. Five years 
ago, Skyping, using Microsoft Teams or Zoom wasn’t really 
an option, where today that’s the only way we’re communi-
cating. At DBS we’ve got a sales meeting coming up and on 
the agenda some of the hot topics are around how to relate 
better virtually, so sharpening our virtual skills will be a big 
focus internally as well.

What things are on the horizon for DBS? What key 
topics are you anticipating for the year? 

We’ve got some big technological initiatives that we initiat-
ed in the fourth quarter that are carrying over into the first 
quarter of 2021, so we’re continuing to execute on them. 
We’ve got some additional talent that’s joining our organiza-
tion, so we’re excited about that.

We’re continuing to expand the footprint of our firm in 
markets that we haven’t traditionally been in before, so 
that’s important for us. I’m extremely bullish on 2021. In 
particular, when the the last stimulus bill was passed, there 
was a change to Section 7702, which was completely out-
dated and needed to change. This change will position life 
insurance much more favorably in the ultra-low interest rate 
environment we’re in, but as carriers adjust, there will be a 
number of product and pricing updates. I’m excited about 
this change and what that opportunity brings. 

Going forward, what other product, carrier or pric-
ing changes do you predict for 2021? 

I think we’ll continue to experience a bit of of COVID hang-
over from an underwriting perspective. Carriers are still con-
cerned about how to underwrite their business, particularly 
at older ages, on larger face amounts, and with very large 
premiums. I think that will linger at least through the first 
couple of quarters, if not longer. In addition, I think we’re 
going to continue to see a lot of pressure on any products 
that have any sort of guarantee on them, whether a long-
term guarantee to maturity or even an age 90 guarantee, 
and will affect fixed products, fixed index products, and vari-
able products. Also, I don’t really see a lot of interest rate 
movement upwards for the foreseeable future, so we’ll see 
some continued profitability pressure at the manufacturer 
level on those products.

You mentioned earlier than that you see a virtual 
environment continuing well after the pandemic is 
over, but do you anticipate a time period when we 
might see things a little more back to normal? 

This is where patience and calm are really important. We 
have a COVID-19 committee that evaluates what’s happen-

ing in our area and from their data, we make thoughtful and 
reasonable determinations for the business. We are working 
very efficiently on a remote basis but it is certainly our in-
tent to have our team members back together again, though 
it is undetermined at this moment. We’re committed to that 
and our team members, more importantly, are committed 
and want the camaraderie they had. Of course people also 
enjoy working from home, so balance is going to be key in 
2021, and how people can maintain their family and home 
life, with having a work at home environment continue. 

I have great hope that we can get back to some semblance 
of normalcy within 2021 but we will have to wait and see. 
We are committed to that as an organization, but only when 
it makes appropriate sense for our firm and for our DBS 
family.

Is there anything else you want to say as we look 
back on 2020 and look forward to 2021?

We had an unprecedented year and I’m so grateful for 
our ability to come out on top. I’m grateful for an amazing 
company, all our employees, my partner and our executive 
leadership team. We’ve been in this business for 53 years 
and we’ll continue in this business for many more. We actu-
ally got stronger in 2020, so from the DBS firm perspective, 
we’re in a great position rolling into 2021. We have some 
fantastic advisors that have great cases in house with us, so 
our pending inventory is stronger than it’s ever been going 
into a new year. We’re really excited about the prospects of 
helping those advisors put that business in force on those 
clients and really be of service and are looking forward to a 
good year. 


